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Why Not Tie On October 21, of this year, the 
In with Light’s birth of electric light will be cel- 
Gold bilee? ebrated on a national scale. The 
olden Jubilee? entire electrical industry will be 
called upon to lead in commem- 
orating Light’s Golden Jubilee. In a way, the celebra- 
tion has already started, for just prior to the recent 
National Electric Light Association Convention at At- 
lantic City, a great festival of lights was celebrated at 
that city. 


As the birthday of the electric light approaches, ac- 
tivities will assume a wider and wider scale. Electric 
dealers in their respective localities can take a promi- 

*nent part in this national event by featuring window 
displays from now on until October 21st. Being the 
first to call the public’s attention to the event, the dealer 
will assume a more conspicuous part in the activities as 
the day approaches. Some dealers are already planning 
on instituting big Anniversary Sales celebrating the 
fiftieth birthday of electric light. 











Light’s Golden Jubilee is going to attract attention 
on a national scale, and the live dealer will be pretty 
sure to “cash in” on the publicity given the event. 


Why not tie in with the big celebration by arranging 
your window displays during the following months to 
feature this event? There will be a lot to gain and 
nothing to lose. 








LL —— — 





ELECTRICITY ON THE FARM (except this ‘‘Dealer Section,’’ printed on tinted paper) 
has <lready been placed in the hands of more than 119,000 farmers along the rural lines 
Operated by more than 200 power companies. Hence the articles you find in this copy will be 
teal, or have already been read, by many of the farmers in your territory. You are, therefore, 
in a position to approach these farmers on the subjects with which they are familiar. Your 
Way is paved for increased sales of electrified farm equipment. 
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New Outlet For Farm 


Lighting Plants 


By Wits PARKER 


HE dealer in farm lighting 

I plants in the west may de- 

velop « new outlet if he will 
go after the business and offer the 
units to filling stations and cottage 
camps along the highways at dis- 
tances from large cities and 
towns, according to C. W. Hug- 
gins, proprietor of the Huggins 
Electrical Company, Trinidad, 
Colo. 

Mr. Huggins had not been 
handling farm lighting units because 
there did not seem to be much op- 
portunity for them in his territory 
inasmuch as farms were few and 
far between and not many of them 
were financially able to invest in 
such modern conveniences. In this 
part of the country it is “a long 
ways between drinks.” Towns are 
far apart, but the highways are 
heavily travelled almost all year 
around by motorists headed west 
or east en route to and from Cali- 
fornia. Gasoline they’ must have, so 
it is not uncommon to see a filling 
station set up miles from nowhere. 
Many: of them have cottage camps 
or camping grounds of some kind 
for the convenience of the motor- 
ists. 

Mr. Huggins conceived the idea 
of electrifying such places, took 
the agency for one make of plant 
and in less than three weeks had 
sold two of them. 


The sales arguments in favor of 
the plants are many, he says. It 
does not take much effort to prove 
to a filling station owner or the 
owner of a camp ground that he 
could make his place more attrac- 
tive and inviting if he had electric 
lights, and it is easy to prove that 
people, like moths, are attracted by 
high intensities of illumination, 
and that the filling station or camp 
ground that has electric facilities 
will be better patronized than 
those which are still using can- 
dles and kerosene lamps. 

Many of such places operate 
small stores and soft drink stands 
in connection with their businesses. 
If they are equipped with electri- 
cal units they can have electrical 
refrigeration and be certain that 
the drinks and refreshments they 
serve the trade will be plenty cold. 

As Mr. Higgins points out, au- 
tomobiles are increasing every 
year; more people are travelling 
the highways than ever. Filling 
stations and camping grounds are 
likewise increasing. In fact, the 
modern types of cottage camps are 
making inroads upon the _ hotel 
patronage. The dealers in farm 
lighting units, especially in the 
west, where the country is so 
sparsely settled, have an excellent 
opportunity to uncover new busi- 
ness, and it is worth going after. 








I 


Mr. Parker in this 





| The successful farm lighting plant 
dealer is the one who is not content to 
sell only to farms, but who continually 
finds new markets for his products. 
article tells 
progressive dealer builds business. 
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Dealer Cooperation* 


3y DoucLas Dow, 
Farm Service Advisor 
The Detroit Edison Company 
E made a survey and found 
there were 185 dealers or elec- 
trical contractors selling some or 
all of this equipment. In a few 
cases we found that they were 
active. If we told them that Al 
Baumer was interested in a water 
system, they had a man out the next 
day and kept after him until he 
bought a water system, and perhaps 
sold him a feed grinder and a utility 
motor at the same time. They knew 
him personally, made their own 
credit arrangements to suit the 
customer and we had no further 
problems. 

However, in the great majority 
of cases we found the dealers 
either backward, apathetic or seri- 
ously hampered by their financial 
arrangements. In many cases they 
were trying tg sell the wrong type 
of equipment or perhaps had tried 
to sell it, found it didn’t work, and 
decided that “this electricity stuff” 
was just another line of hokum and 
they weren’t going to burn their 
fingers twice. 

The average farm implement 
dealer needs considerable education 
on the use of the small power unit 
for long hours. Perhaps, I might 
say he needs to be uneducated 
from the tractor idea of using a 
large unit for a short number of 
hours. Furthermore, since his profit 
is large on a large unit, he must 
also be sold on the idea of a small- 
er profit on a greater number of 
units before he can get the real pic- 
ture of the possibilities of electric 
drive. 





*Concluding installment of article ap- 
pearing in June issue. 


In some cases, we found dealers 
strongly antagonistic because we 
had sold one of their old customers 
a piece of equipment. Others were 
fearful of what we might do, and 
they were particularly scared of 
our financial strength and the pos- 
sibility that we might sell on long 
time terms which they found im- 


possible. 
Certainly we could not depend 
entirely on the dealer. 


Our problem was how to com- 
bine our own driving force, our 
purchasing power and the ability to 
dictate improvements in design due 
to that purchasing power, our fa- 
cilities for experiment and our 
credit resources, with the dealer’s 
knowledge of his customers and 
their psychology, his experience in 
selling the farmer, his facilities for 
installation and servicing, and to 
do this not only in one location 
but throughout our territory. 

In considering the possibilities of 
a compromise along these lines we 
had what seemed to us a happy 
thought. Why not job equipinent 
to the dealers. or in other words, 
act as a distributor? This would 
permit us to select materials and 
by purchasing for our entire ter- 
ritory would put us in a_very 
strong position in dealing with the 
manufacturer. Obviously, when we 
were talking of carload lots and 
quantity purchases, we would be 
listened to much more respectfully 
than the small dealer who usually 
bought in quantities of one or two 
units and to whom a dozen was a 
very large purchase. 

The problem of merchandising 
farm equipment is like all other 
problems, exceedingly complex and 
in fact staggering when viewed as 
a whole, but relativelv simple when 
broken up into a number of separ- 
ate problems. 
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We soon learned that every item 
must be considered separately. For 
example, milking machines have a 
very specialized sales problem. 
Cows are peculiar critters and the 
man who demonstrates must know 
cows as well as farmers and 
motors. We have decided that we 
will not sell milking machines at 
all. We propose to handle this 
problem by selecting two satisfac- 
tory machines and turning over all 
prospects to the representatives ot 
these two companies. We will 
make an agreement with them to 
report prospects only to these two 
companies and to recommend only 
these two machines. In return we 
will expect from them that they 
follow up all prospects promptly 
and that they render prompt serv- 
ice at a reasonable cost. We are 
in process of working out this 
arrangement at the present time 
and it promises to be more than 
satisfactory. 

By limiting the business to two 
companies, each of them will get 
enough business so that our co-op- 
eration is worth having and yet 
there will be competition to stimu- 
late them, and the farmer will be 
able to choose his equipment and to 
bargain between the two companies. 
When our arrangements are com- 
pleted, we expect that the milking 
machine business will be pushed ac- 
tively in our territory and our only 
responsibility will be to locate pros- 
pects, sell them on the general 
idea, tell them why we recommend 
the two machines which we do, 
and then report the prospects to 
our selected dealers. 

The water system is another spe- 
cialized item open to similar treat- 
ment. We are working on a co- 
operative arrangement with three 
or four manufacturers whereby 
we report prospects to them and 
they agree to follow up prospects 
promptly and to render prompt 
service at a reasonable cost. 

Please note the strength of our 
position in the matter of service. 
When we find a customer in diffi- 
culty, we report it to the manu- 
facturer and we are in position 


to demand that he satisfy this cus- 
tomer under penalty of losing our 
list of prospects for the entire ter- 
ritory. 


This is obviously much 
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better than trying to deal with an 
individual dealer, who may feel 
that there isn’t very much more 
for him in that particular territory 
and he will get around to taking 
care of Bill Jones when he finds 
the time and is in the mood. 

In connection with this agree- 
ment for cooperation with manu- 
facturers of water systems, we are 
planning to circularize all of our 
farm customers with a letter point- 
ing out the general advantages of 
a water system, telling them of the 
equipment which we have selected 
to recommend, and the basis for 
our selection. This circular letter 
will also have in it general infor- 
mation on water consumption, shal- 
low and deep well pumps and so 
on, 

When the final details of this 
plan are worked out, and I antici- 
pate no further difficulties, we 
shall have four companies all 
working to sell water systems in 
our territory, all anxious to follow 
up any prospects we turn over to 
them, and all bound to service their 
machines. I cannot imagine a more 
satisfactory situation. 

You will note that in both of 
these cases, milking machines and 
water systems, we have used our 
facilities for testing to select sat- 
isfactory equipment, arranged to 
get the effect of our recommenda- 
tion, have used our purchasing 
power for the territory as a whole 
to assure activity on the part of 
the dealer in making sales and 
rendering service, and yet we have 
in no way entered into the financial 
arrangements or the details of the 
sales. 

Another problem was the mer- 
chandising of the hammer mill feed 
grinder. This is an excellent load 
builder. There is a large market. 
Farmers are anxious to use them 
and find them more than satisfac- 
tory, and they bring a definite {i- 
nancial return to the customer. 
There is no question in our mind 
but what the dairy, stock or chick- 
en farmer can make a feed grinder 
pay for itself in a relatively short 
time and leave an additional in- 
crease of revenue for the purchase 
of other equipment. 

The feed grinder is an item 
which has just passed the develop- 
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SERVICE WARRANTY 
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ment stage. In our opinion there 
are only two feed grinders on the 
market which are satisfactory for 
automatic electric operation, al- 
though there are any number of 
unsatisfactory units being sold. 
There is no organized distribution 
of a good mill at the present time, 
and considerable education work 
must be done. 

We are attempting to meet this 
problem by a further application 
of our pump jack plan. We have 
taken over the distributorship of 
one mill for our entire territory 
and are jobbing it to dealers at the 
same price which they formerly 
paid when buying direct from the 
factory, and we have an additional 
margin to cover our own: cost of 
jobbing and our educational work. 


Maintain Stock at Mills 


We are arranging with the ac- 
tive dealers in our territory to buy 
this mill from us and retail to 
farmers. We maintain a stock in 
Detroit and can give prompt deliv- 
ery. We are in a few cases selling 
direct where we wish to spot ex- 
amples of proper _ installations 
throughout our territory. Inquiries 
resulting from these installations 
are referred to an active dealer. 
Where there is no active dealer we 
are still selling direct. 

You will note the beauty of this 
scheme of acting as jobber or dis- 
tributor. It permits us to cooper- 
ate to the fullest extent with active 
dealers, and still leaves us in a 
position to sell direct where there 
are ro active dealers. We cannot 
be handicapped by an old contract 
held by a backward dealer. 

The next problem to be solved 
is the question of motors. We are 
considering a similar plan whereby 
we job motors to the electrical 
contractors. Fortunately, we al- 
ready have a dealers’ contract with 
a large motor manufacturer which 
permits us to wholesale. 

This manufacturer’s motors have 
satisfactory characteristics and are 
well advertised. Their Detroit of- 
fice has been more than willing to 
cooperate with us in farm work 
and has developed a suitable truck 
for the utility motor which is made 
up in their local service shop at a 
substantial reduction in price from 
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the standard article. The manu- 
facturer has developed an instruc- 
tion sheet which is suitable for the 
farmer, and gives details on the 
method of staking down the truck. 


A Compromise 


We shall undoubtedly job this 
utility motor outfit to dealers who 
are selling our feed grinders and 
other items of equipment, and we 
shall probably job this truck and 
other motors of this same or other 
manufacturers to those electrical 
contractors who are cooperating 
with us in doing a satisfactory job 
of wiring. 

This is the way we in Detroit 
are attempting to meet the problem 
of merchandising equipment to the 
farmer. We are trying to effect a 
compromise between doing our own 
selling and leaving things entirely 
to the dealers, a compromise which 
we hope will eliminate many of the 
disadvantages of the separate meth- 
ods and give us most of the ad- 
vantages of both methods. 

As I said at the beginning, this 
is an experiment and we do not 
recommend that any other power 
company try it without giving it 
very careful consideration and 
studying the possible difficulties due 
to unusual conditions in their own 
territory. In another year we may 
be able to tell you a great deal 
more about it. We are hoping to 
make some contribution toward the 
proper method of getting equip- 
ment to the farmer and attaining 
the desired end of increased rev- 
enue through increased consump- 
tion. 


Century Takes Over Roth 


Century Electric Company has 
purchased Roth Brothers & Co., 
Chicago, Illinois, who are manu- 
facturers of direct current in- 
dustrial power motors, direct 
current generators for industrial 
power and lighting, alternating 
current generators, motor gen- 
erator sets for moving picture 
projectors, broadcasting, televi- 
sion, battery charging, signal 
systems, etc., and several spe- 
cialties. 

While Roth Brothers & Co. will 
be operated as a division of Cen- 
tury Electric Company. some of 
these items will now be manu- 
factured in the Century Com- 
pany’s plant in St. Louis. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 


Conducted by Robt. J. Fulton 








The Question of Power 
Application 


ERHAPS no other single item 

pertaining to rural electric serv- 
ice is as important as the econom- 
ics of energy application—the meth- 
ods of adapting machinery on the 
farm to electric drive. We are now 
to a point where all the belt work 
on the ordinary farm, excepting 
threshing, can be performed with 


electric motors as small as 5 
H.P., and, no doubt, threshing 
will be done with electric motors 


of such capacity in the very near 
future. 

Consider the grinding of feed on 
the average farm. Feed reduction 
has always been a big factor in 
livestock production, but up to re- 
cently the procuring of suitable 
power for the operation of the 
grinder had been the most difficult 
problem. Now a 5 H.P. electric 
motor can be used on the average 
power line to the barn, and the 
manufacturers of feed grinders 
have so designed their mills that 
a 5 H.P. electric motor will pro- 
vide ample power. The same 
thing may be said of the ensi- 
lage cutters. By keeping the speed 
of the silo filler at about 400 R. 
P.M., a 5 H.P. motor will op- 
erate it successfully. 

Feeding costs are of paramount 
interest to farmers today, and no 
other part of farming has a 
greater bearing on possible profits. 
If a farmer has a 5 H.P. motor 
and mill he can have a supply of 
fresh feed on hand at all times. 
He can do his own mixing and 
save from 25 to 40 per cent of 
the cost of having the grinding 
done by custom grinders. The 
farmer pays the custom mill from 
10 to 25 cents per hundred pounds 
for grinding. This does not take 
into account the time spent in fre- 





which 


mill, 
might be charged at from 30 to 35 
cents per hour. By having his own 


quent trips to the 


feed grinder run by an electric 
motor his grinding costs would 
be about 2% to 3 cents per hun- 
dred. 

Also consider the matter of fill- 
ing the silo with the ensilage cut- 
ter, operated by a 5 H. P. electric 
motor. Most manufacturers of 
cutters are putting out machines 
now with a thirteen-inch blade 
that require only a 5 H.P. elec- 
tric motor to run them. They will 
cut 5 to 6 tons of ensilage per 
hour, and elevate it into a 35-foot 
silo. One kilowatt hour or less 
per ton is required where sharp 
knives are used, and the speed of 
the cutter is held from 400 to 450 
revolutions per minute. 

The 5 H.P. electric motor 
makes it possible for the farmer 
to fill his silo when weather con- 
ditions and corn permit. Further- 
more, the help necessary for silo- 
filling can be greatly reduced and 
power costs of operating the cut- 
ter held to a minimum. 

Corn cutting and silo-filling time 
will soon be here, and if vou ex- 
pect to get any of this business 
you will have to step on the gas 
now. If you don’t, the other fellow 
will beat you to it. 

Which class will you be in? 
The Worker—the Jerker or the 
Shirker, when it comes to selling 
electric driven equipment? 


McGraw Electric Expands 
Mr. Max McGraw, president of 


McGraw Electric Company, of 
Omaha, Nebraska, has just an- 
nounced the purchase of the 
Waters-Genter Comnanv, Minne- 


apolis, Minn., and the Bussmann 
Manufacturing Company, of St. 
Louis, Mo. This follows close 
upon the purchase of the Clark 
Electric Water Heater and of the 
Central West Public Service 
Company. 
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Virginia Rural Electri- 
fication Short Course 


The rural Electrification Short 
Course held at Virginia Polytech- 
nic Institute on June 12-13-14 was 
attended by more than seventy-five 
representatives from leading power 
companies in Virginia and sur- 
rounding states and manufacturers 
who are interested in the rural 
field. The program below speaks 
for itself and shows how thor- 
oughly the subject was covered. 

The course was under the direc- 
tion of Prof. C. E. Seitz. The en- 
thusiastic cooperation which all the 
Virginia power companies gave 
him certainly indicates that rural 
electrification will go forward rap- 
idly and on sound, constructive 
lines in this great agricultural 
state. 

A more detailed report giving 
the high spots on the merchandis- 
ing phase of the subject will be 
published in our next issue. 


Wednesday Morning Session 


Address of Welcome, Dr. J. A. 
Burruss, President, V.P.I. 

“Rural Electrification in Vir- 
ginia,” Chas. E. S itz. 

“A Program for Rural Exten- 
sions,” W. E. Wood, President, 
Virginia Electric Power Com- 
pany; J. W. Hancock, Division 
Manager, Roanoke and lLynch- 
burg Division, Appalachian Elec- 
tric Power Company; Lewis 
Payne, General Manager, Vir- 
ginia Public Service Company; 
I. E. Long, General Manager, 
Shenandoah River Power Com- 
pany. 

“How Can the County Agent 
Assist in the Rural Electrifica- 
tion Movement?” John R. Hutch- 
eson, Director, Extension Divi- 
sion, V.P.I. 

“Electric Power a Logical De- 
velopment in American Agricul- 
ture,’”’ George W. Kable, Director, 
National Rural Electric Project. 


Afternoon Session 


“Requirements of Electrical 
Equipment for the Farm Home,” 
Miss Eloise Davidson, Research 
Denartment. N.E.L.A. 

“Rural Electrification in the 
United States,” Dr. E. A. White, 
Director, National Committee. 

“Rural Line Construction,” W. 
I. Whitefield, Manager, Roanoke 
Division, Appalachian Electric 
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Power Company. 

“Contracts and Rates,” 
Schoonmarker, 
Service Company. 

“Good and Bad Practice in 
Farm Lighting,” W. C. Brown, 
National Lamp Works. 

Rural Electric Movies, ‘‘Ko- 
mance of Sleepy Valley,” Amer- 
ican Farm Bureau Federation 
“Yoke of the Past,” General 
Electric Company. 


Cc. N. 


Thursday Morning Session 

“Irrigation by Electricity,” W. 
H. Coles, President, Skinner Ir- 
rigation Company. 

“Electricity and the Poultry 
Industry,” H. lL. Moore, Exten- 
sion Division, V.P.1. 

“Electric Brooding, Incubation 
and Poultry House Lighting,” 
Geo. W. Kable. 


Afternoon Session 
“Electric Water Systems for 
the Farm,” Professor P. B. Pot- 
ter, Agricultural Engineering 
Department, V.P.I. 
“The General Purpose Porta- 


ble Farm Motor,” F. T. Smith, 
Industrial Department, General 
Electric Company. 

“Peak Loads on the Farm” 


(Methods of Building a Profita- 
ble Rural Load), Geo. W. Kable. 


“Demonstration of the Rural 
Electric Truck,’”, L. r. Wood, 
Agricultural Engineer, Virginia 


Electric Power Company. 

“Demonstrations of Farm Elec- 
tric Equipment,’ Agricultural 
Laboratory. 

Address, F. W. King, Vice- 
President, Virginia Public Serv- 
ice Company. 

“Cooperation of Individual 
Light Plant Dealer and Electric 
Utility Companies,” J. E. Wag- 
goner, Public Relations Depart- 
ment, Delco Light Company. 


Friday Morning Session 


“Blectricity and the Dairy In- 
dustry,” Professor C. W. Hold- 
away, Head Dairy Husbandry 
Department, V.P.1, 

“Blectric Milk Cooling and 
Storage on the Farm,” C. W. Pe- 
gram, Dairy Manufacturing Spe- 
cialist, Extension Division, V.P.1. 

“Blectric Milking Machines and 
Separators,” P. M. Reaves, Dairy 
Husbandry Department, V.P.I 

“Blectric Feed Grinding Equip- 
ment,” Professor V. R. Hillman, 
Agricultural Engineering De- 
partment, V.P.I. 

(Continued on page D 16) 
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CAN’T 


BEAT IT” 


Read what Mr. Ralph O. Deckard, our 
distributor at Bloomington, Indiana, 

“T entered the light plant business know- 
selected Sun- 
beam as the one I could sell to the most 
particular buyer and make him satisfied. 

“T have enjoyed a wonderful 
and to date have never lost one sale to 


ing nothing of any plant. 


any competition. 


“T have plants pulling washers, 
milkers, water systems, fans and air com- 
and neither any customer 
parts or 


pressors, 


myself have spent one cent for 

repairs on any of the plants. 

“Any dealer who will show a Sunbeam, will sell some plants—You 
RALPH O. DECKARD. 


Simply Can’t Beat It.” 





“YOU SIMPLY 


says: 


business 


irons, 


ELECTRIC 
FARM-LITE 








Small batteries carry loads 

up to 200 watts—plant 

starts automatically on 
heavier loads. 


or 






Starts, Oils, Regulates and Stops Itself 


SUNBEAM ELECTRIC MANUFACTURING CO. 
Dept. 12, Evansville, Ind. 
Mfrs. of Railroad Lighting Equipment since 1883 

















Cullman 
Electric 
Pump Drive 
14, to 1 H.P. 








Chain drive on 
motor acts as 
flexible cou- 
pling and pro- 
longs life of 
gears. 
The patented Load Equalizer 
makes starting easy and minim- 
izes current consumption; self 
lubricating, easy to install, no 
foundation required. 


Send for literature and prices. 


Cullman Wheel Co. 
1342 Altgeld St. 
Chicago, IIl. 








Blue Ribbon 
Electric Milker 





A Portable Milker Requir- 
ing No Installation 


The “Blue Ribbon” is a self- 
contained milker, requiring no 
pipe lines or extra equi pment 
any kind. It operates direct 
from the light socket of either 
high line or farm light plant. A 
beavtiful catalog and complete 
information will be sent on re- 
quest. Write us today. 


Electric Products Corporation 


7 Bluff Ave., La 
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Pump Salesmen Have 

Big Opportunity 

By Lester J. SANpD* 

HAT opportunities for the 
I sale of home water systems 
abound throughout the United 
States is shown by statistics which 
indicate that scarcely one farm 
home in ten has running water 
piped into the home or farm build- 
ings. That this situation is wide- 
spread is shown by the latest cen- 
sus figures which reveal the fact 
that in the State of Minnesota 


alone there are approximately 
167,000 farms without running 
water. 


The sale of water systems is di- 
vided into four groups. One of 
these groups is the farm market 
where the water system can be 
used not only for supplying wa- 
ter to kitchen, bathroom, and laun- 
dry, but it is also used for sup- 
plying water to stock tanks, dairy 
farms, creamery, and also around 


*Of Geo. D. Roper Corp. 





Buy by Mail from Brook 
Rlave Mo fustall Mawel tite 


LOWEST PRICES 


On 


FIXTURES - RADIO 
CONST. MATERIALS - APPLIANCE 


Our New Catalog 
of Lighting Fixtures 
Is Ready Now 


This valuable handbook, beauti- 
fully illustrated in actual colors, 
presents a thoroughly up-to-date 
line of fixtures at low prices 
permitting an exceptional mark- 
up. It offers you a means of 
better buying and more profit- 
able selling—and a copy will be 
sent gladly upon receipt of yout 
request. 


Send for Our Big New Catalog 


and See for Yourself 


Electrical Supply Co. 


213-15-17 SO. PEORIA ST. 
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the yard or garden,,and for fire 
protection. 

The second group to which the 
dealer can sell water systems is 
the city market where, due to the 
hardness of city water, housewives 
turn to the use of soft water for 
bathing and laundry purposes. It 
is here that the water system is 
used for supplying soft water from 
the cistern in preference to a wa- 
ter softener. There is a larg 
percentage of women who do not 
care for water softeners, because 
their husbands do not keep the 
softeners charged, with the result 
that the water produced from them 
is not soft, but very hard, instead. 
‘The housewife’s opportunity to 
always have soft water depends 
upon having a cistern and a pump 
for use in connection with it, un- 
less her water softener is auto- 
matic in operation and that type 
costs as much and more than real 
“honest-to-goodness” cistern and 
pump. 

The third group to whom the 
water system is sold is the sub- 
urbanite. The movement from 
city to suburbs is increasing stead- 
ily throughout the United States 
and every one of these homes, out- 
side the city water mains, requires 
a water system to.supply the wa- 
ter requirements of the household. 

The fourth group is miscella- 
neous and includes summer cot- 
tages and homes at the lakeside, 
garages, and lunch stands along 
the highway, public institutions or 
up-to-date tourists’ camps, ctc., 
etc. A water system is required 
at all such places and the profits 
to the dealer who seeks them out, 
are great. 

There are many types of shallow 
well water systems, varying as to 
principle of design, type of power 
used, source of the water supply, 
etc. A shallow well unit may be 
operated by hand power or wind- 
mill, electric motor or by engine 
drive. 

The sale of shallow well water 
systems by the dealer can be 
classified in three groups to meet 
varying conditions, as follows: 

(1) Systems having small stor- 
age capacity, for use in small 
homes, summer cottages, tc., 
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where the daily water require- 
ments are not large. 

(2) Systems having large stor- 
age capacity for use in large 
homes, country estates, farm 
homes, etc., where the daily wa- 
ter supply requirement necessi- 
tates a larger storage tank. 

(3) Pump only, without tank, 
for replacement sales in connect- 
ing up in homes where a family 
already has a tank but a new 
pump head is desired. 

Methods which have proved 
their worth in letting prospects 
know of the comforts and con- 
veniences that running water will 
bring and of the low cost at which 
a system can be secured, are news- 
paper advertising and direct mail 
letters. Demonstration trucks, too, 
have proved their worth by per- 
mitting dealers to take the units 
directly to their prospects, there- 
by bringing out points of simplic- 
ity, quietness “of operation and 
ease of installation which could 
not be brought out advantageously 
in any other manner. 

Water system dealers can get 
testimonials from satisfied owners 
such as the one from a farm wife 
whose words were to the effect 
that she and hubby would rather 
let anything else on the place go, 
before they wouid part with their 
water system. 

Running water probably can 
give more conveniences and com- 
forts to homes without it, than 
any other equipment, for the cost 
involved, and a dealer is not only 
making a profit when he installs 
a water system in a home, but is 
rendering a service which cannot 
help but produce a feeling of good 
will toward him. When a system 
is satisfactorily installed and gives 
excellent service, “word-of-mouth” 
advertising generally follows. 


Changes in Moe Bridges 


The Moe Bridges Company of 
Milwaukee, Wisconsin, announce 
the new officers of their organ- 
ization as follows: C. A. Bridges, 
President; J. T. Bridges, Vice- 
President; F. L. Conrad, Secre- 
tary and Treasurer; C. A. Fix, 
Assistant Secretary. Messrs. H. 
and O. E. Moe are no longer ac- 
tively connected with the Moe 
Bridges Company. 
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BROWER’S VIOLET LIGHT 


BROODER 


With New Heat 
Control 





Brower’s Electric ‘‘Save-All’’ fully auto- 
matic brooders raise from 10 to 20% more 
chicks. Less attention, labor, time. Many 
exclusive features. Galvanized steel, with 
ashestos-filled, heat-saving lining and 
metal warmth-deflector. Pilot bulb is vio- 
let; heating unit enclosed, guaranteed. 
Special thermometer. Brower’s heat con- 
trol saves current. Shipped complete with 
cord, ready for socket. Order direct, if 
in a hurry, at these prices. State voltage. 


125 day old chick eee 9.75 
300 cay old chick cap. ....... 13.50 
600 day old chick = treeton 18.00 
1000 day ol Me BE cocsece 22.00 


d chick ¢ 
Write for BIG C AT! LOG showing over 
350 items including Electric Storage 
Brooders, Feed Mixers, Alarms, Foun- 
tain Heaters, Time Switches, Heating 
Elements, Automatic Controls, Oat 
Sprouters, Egg Testers, and Sprayers. 


BROWER MFG. CO., Dept. 3538, 


Quincy, Il. 
DEALERS—Write for proposition. 














BATTERIES for 
Farm Light Plants 


Write for new attractive dealer’s 
proposition on this and other 
S.0.S. batteries. 

S.0.S. are better because of 
superior design and materials. 
You can earn bigger profits with 
S.0.S. 


Victor Storage Battery Co. 
Rock Island, Illinois (Est. 1914) 
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Hoosier Rural Service Com- 
mittee Holds Annual 
Meeting 


The need for more field workers 
trained both in agricultural engi- 
neering and practical farm appli- 
cations of electricity, and the new 
opportunity for service being 
opened up to county agents by the 
rural electrification | movement 
were major topics of discussion at 
the annual meeting of the Rural 
Service Committee, Indiana Elec- 
tric Light Association, at Tippe- 
canoe Lake Country Club, on June 
13-14. 


Until the average farm customer 
is fully informed and instructed, 
several progress reports brought 
out, he is not likely to use enough 
electricity for power jobs to make 
the cost of service, under any rate 
schedule, a profitable investment 
which in turn makes him satisfied 
and enthusiastic. Where bills are 
considered “high” on one farm 
having the same rate as farms 
where much larger bills are gladly 
paid without criticism and the 
service better appreciated, the util- 
ity company has its most pressing 
problem of individual education. 
“More load on existing lines!” 
was the key-note of several talks 
reporting increases in applications 
for service that will require a high 
record of new line construction 
in the state this year. 

Plans for the third annual Short 
Course in Rural Electrification at 
Purdue University were completed, 
with the date set for October 10, 
11 and 12. The course, which has 
been widely appreciated and at- 
tended by power company execu- 
tives and agricultural leaders from 
many states, will again be in 
charge of Prof. Truman E. Hien- 
ton. Because of the value of last 
year’s equipment exhibit to rural 
service men who lack other op- 
portunities for training, it was de- 
cided to feature this “show” on a 
larger scale, with demonstrations 
of new equipment that has been 
developed since the 1928 course. 
The lecture program will also 
bring up-to-date all the available 
data on many experimental pro- 
jects having national significance. 
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In addition to the electrified 
farm exhibit in the Purdue Build- 
ing at the Indiana State Fair, the 
member companies of the Indiana 
Electric Light Association are also 
arranging this year for a separate 
display of all kinds of farm equip- 
ment recommended for electric op- 
eration. Price quotations and or- 
der blanks will be available in this 
tent to interested farm families 
visiting the Fair Grounds in 
search of new home comforts and 
labor-savers. 


Those in Attendance 


Members of the committee and 
guests attending the Tippecanoe 
meeting were W. E. Murchie, 
Goshen; R. Otto Probst, South 
Bend; T. M. Parker, Hartford 
City; W. K. Self, Ft. Wayne; 
Prof. T. E. Hienton, Lafayette; 
W. T. Crane, “The Farmer’s 
Guide”; Phil H. Palmer, Kokom:; 
W. D. Wallace, Terre Haute; C. 
V. Sorenson, Indianapolis; John 
T. Kester, Noblesville ; R. J. Cory, 
Valparaiso; K. Lessig, War- 
saw; D. H. McKindley, Chicago; 
cs Walker, Chicago; Dr. E. A. 
White, Chicago; H. T. Murray, 
“Electricity on the Farm.” Mr. 
Parker was elected chairman of 
the committee to succeed Mr. Sor- 
enson, who recently became Pres- 
ident of the Indiana Electric Light 
Association. 


Virginia Short Course 
(Continued from page D 12) 


Afternoon Session 


‘Methods of Merchandising 
Electrical Equipment to _ the 
Farmer,” as viewed by Sales 
Manager of Electric Company, 
lL. F. Riegel, Virginia Electric 
Power Company. Discussion led 
by N. F. Lawler, Virginia Pub- 
lic Service Company, Alexandria, 

a. 

“As Viewed by Manufacturers 
of Farm Electrical Equipment,” 
J. W. Savage, Merchandising I[e- 
partment, General Electric Com- 
pany. Discussion led by C. G. 
Hillier, Mansfield Works, West- 
inghouse Electric and Manufiac- 
turing Company. 

“As Viewed by Rural Service 
Field Man,” R. R. Choate, Agri- 
cultural Engineer, Appalachian 
Electric Power Company. 
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